Petermine Wihat te; Buy.

Know. and understand the role of the
marketing mix andresearchiin a

retail store.




The Marketing Mix

Marketing Mix — a blend! eff features; that satisfies you;
chesen market, alse knewn as the 4 P’s off marketing

s Must be directed te a well-defined target market

— What goeeds or services are in demand based on
consumer needs and wants; When a customer decides which brrand;

type, or model to buy, they are making a product decision
— ppased on

Costs and Expenses
Econemic Conditions
Customer limpressions
Competition
— W andi Where products, are ofifiered e your

custemers; can be thought of as distribution; When a custemer
decides where to buy he/she is making a place decision

— USed te encourage public acceptance of the
business and the product mix




Help with Buying Decisions

Internal Seurces

s Store Records — past sales records may e the most Important
source of Infiermation

Want slip — a form completed eachi time: a CUStomer requests a
Product net 1N steck

a Management
s Sales Staff

Externall Sources

s Customers — questionnaires; or sunveys can determined
CoOnsUMEer Wants;amnd neeads

s Magazines, Trade Journals, and Trade Shows — shew culrent
irenads

Trade shows — periedic, temporary exhibits that are scheduled
threughout the year invarous trading Centers

= [rade Associations
s Competitors




Fhe most Imporiant fiacter for PUYErSs 1o
keep Inrmind throtgheut the retail: buying
PrECESS) IS| the' custemers’ needs and Wants




